for their patients -are they really something that can properly be described as 'being used'? When it comes to the much abused 'value for money' reference, my worry is that to many people it means cheap. As any dentist qualifying currently will tell you achieving the status of a dentist is anything but cheap. Those doing so need to have a reasonable expectation of covering their many thousands of pounds of personal investment. That in turn translates into an expectation of reasonable rates of fees for practising their skill.
My worry, in a world where all the commercial efforts appear to downgrade the personal relationship and skill, is that this expectation will become subsumed as merely a variable cost of service delivery. I am concerned that the necessary evil of paying dentists will become an opportunity to enhance profit by driving labour rates down. And with a supply-side surplus in the dentist market, an unintelligent owner may pursue such a route before realising the potential it has for destroying share-holder value.
At its heart sits the fact that while commercial people will tell you that all business is the same they also adjust the facts to fit their own expectations. This pre-occupation with oversimplifying the clinical relationship, and for shoe-horning one activity into the language of another does not change the fundamentals. The commercial world is full of examples where corporate consolidators have chosen to misunderstand the freedom of choice exercised by those who avail themselves of personal services. New owners have often considered their 'brand loyalty' more important than relationships of trust and personal preference. The rebound of the artisans has repeatedly proved them wrong.
In our own case the 'thing' for sale is neither a commodity nor homogeneous. It is dentists themselves and their personal qualities of competence, care and communication. 'In our own case the 'thing' for sale is not a commodity... it is dentists themselves...'
